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OVERVIEW 



> 4.- » » ». 

. ^ The purpose of Chese^ Getting Down, to Business modules is" to provide 
high school-^tttdents in vocati6nal Classes with an introduction to the 
pareer option of small business ownership an^ £o the management skilljs 
necessaif}^ for successful operation of a small business. Developed under ' 
contract to the Office of Vocational and Adult Education, U.S. Department 
of Education, the materials >are designed to acquaint a variety of voca- 
tional students with entrepreneurship opportunities and to help reduce the 
high failure rate af small businesses; ' * * * 

•As 'the students bepome familiar with the rewards and dei^ands of small 
: business ownership, they will be, able to majce more informed decisions 
regarding tKetr own interest in this careet possibility. It is hoped 
• thdt, as a result of using ,these materials, some students will eivtei: small' 
business ovnership more prepared for it's challenges. Others will decide 
that* entrepreneurship is not well suited to their abilities and interests, 
and they will gursue other career paths. Both decisions ^are valid. The'* 
materials will'' encourage students to choose what is. lies t for them, ^ 

* «- 

^ These Getting Down^to Business modules' are designed to be inserted 
^ into ongoing high school vocational programs in tl^e seven vocational dis- 
cipline's — Agriculture," Distributive Education, -Occupational Home Econom- 

^ -ics. Business and Office, Trades and Industry,. Technical, an^ Health.: 
They will serve-as' a brief supplement to the technical instructix)n of 
/ yocationaL courses, which prepare students well for being competent , 

/ employees but which generally do not equip them with skills related to 
small business ownership. The modules are self-contained, and require a 
minimujn of outside training and preparation on the part of instructors. 
Needed outside resources include only those types of materials available » 
tp all students, such as telephone directpries,-' newspapers, and city ipaps. 
No sp^cfal texts or reference materials ark required. For further ' optional 
reading by instructors, additional references are listed at thfe end 'of the 
Teacher Guide . An anciotated Resource Guide describing especially valuable- \ 
entrepreneurship-rel)kted materials is also available. 

^ ) ' ■ . ■ 

The purpose of- this module is to give students some idea' of what it is 
^ - like to own ai^ operate a pest control ^service. Students will have an 
opportunity to learn about^ the kinds of activities and decisl^ons a pest 
. control -service owner is involved in every, day. While fhe module is, not a 
' c-bmplete "how-to" 'manual^ the individual le^ssons will provide your class 
Wit^, the chance to do many" of the pldnn^ng and daily ^activities that sm^l' 
business owners do» - 



J Today, owners of sjnal'l businesses face many problems — some minor, some 
not so easily taken care of. These problem^ are reflections .of the changes 
our society^ is goi^ through. While this module cannot address itself, to 
all of theih, .the discussion questions at. the end of each unit- are designed 
.to give students, an bpportunity . to explore possible solutions. 



You may waat^ to present this module after cooipleting Module 1, Getting 
Q<pwn to Bu siness; What':s It all About? Module 1 is a 16-hour program 
covering a hore in-depth approach. to owning any small business. The terms 
introduced in Module 1 are used in tfiis module with a restatement* of their 
definitions. Also, the fo'cns used are the same, with, some minor ^changes . 
to fit the pest control service business specifically. Module 1 provides 
an introduction to owning a small business in .addition to some skills and 
activities that,, due to their general nature, are *ot povered in this 
'module. ^ — ' ' %^ ' . * - * 



[ ' . ' • Content Organization ' ' , 

Each unit of the module cbAtains the following: 

1. Divider P^ge— a list of what uhe studant should be able to^ dc at 
.the end of that unit., ' , • ► ^ 

-? ^ 

2. Case Study — an account of a business owner in the field. 
* . 

3. T^xt—three ;,to four pages outlining business management principles 
introduced' iti the case study but focused more on the student. 



Learning Activities — thre^ separatee sections, includi 



ng: 



• ^* Individual ^Activities— finding information given in the text 
or applying information in the text to new situations. - 

^' Discussion Quest ions- '-cdnsidering brcJad -issues introduced in 
the text; several cfifferent points of view may be justifiable. 

Group Activltj^— takiuj^ part, in a more creative and action- 
/ oriented activity; some ^ivities ma^ focus on va^-ues 
clarif icatipn. 



General Notes on Use of the Modi 




stcuctional Each unit = I'class period; total* class periods =9 
e-' , Introduction, quiz, summary ' ' =1 

fi 'Total instructional time = 10 class" periods 



. The case study and text are central to the program's content and -are 
based on the instructional objectives appearing ^n the last section ofV 
tW^ Guide. Learning activities are also li^nked to these objectives. ' You 
will^probabJry not have time, ^lowever,, to introduce all the learning activi- 
ties in eaclyunit. Instead, you. will want to select those that appear 
most ^elated to course objectives, are most interesting ' to and 'appropriate 
for your students, an^ are best suited* to your particular classroom set- 
ting. Certain learning activities may require 'extra classroom time and 
m^y. be used as supplementary a9tivities if desired. • - - 



Before pres'enting the module to the class, you should review both* the 
Student and Teacher Guides -and formulate ypur .own personal instructional, 
approach. Depending on the nature of your classroom setting and the st.u" 
dents*, abilities,, you may want to present the case study and tiext by . 
instructional means that do not rely on students' readi^ng — for example, 
through a. lecture/question-answer format. Case studies and certain learn- 
ing activitifs may be presented as skits or role-playing situations. 

No .particular section of the module is designated as homework, but you 
_may wish to assign certa^.n portions of the module to be completed out of 
class. ^ You may want students to read the case^tudy and text in prepara- 
tion for discussion in the next class preri'od, or you may want them to 
review the material at home^ after the class discudsion. You may also 
'prefer that students read the material in class. Similarly,'' individual 
activities may be completed in class or f or, homewojrk. Discussion ques- 
tions and group actlaities are specially JLtitended tor classToom use, 
although son\e outside preparation by students may Also be needed (for ^ 
exampld,^ in the case of visiting a small business ind interviewing the 
owner) . • ^ . 

Methods that enhance student interest-in the. rifateflal and that empha- 
size student participation ^ould be used as much a$ possible. Do not 
seek to cover material exhaustively, but view the course as a brief intro- 
duction to entrepreheurship §kills. ^Assume that students will' obtain more 
job training and business eKperience before launching an entrepreneurial 
career. * ' 

4 • , * 

Jhe quiz may be used as a formal evaluation of student learning or as 
a seif-assessment tool for students. Answers to learning activit^ies and 
the quiz are provided in a later section of this guide. ' >s 



. \. . SUGGESTED STEPS FOR MODULE USE 

Introduction (15 minutes,. or integrate within Unit 1) 

.1. In introducing this module, you will probably want to-find out 
/ V what students already know about pest control services. Questions 
to^ask are: . ' 

• ^ Vhat^is a pest control Service*? ^ * > 

• What different kinds of pes^ control Services are^there? 

What do students think are advantages of oWing a pest control 
service? ' t * 

^ • What do students thirtk are disadvantages?'. 

• As of right"*"now, hoW many students feel. they would cjonsider^ 
owning a pesf control service? 

11^ Discuss small businesses briefly. Over 9C!^tJ6y^Jb^businesses in 
the United States are ^small businesses. lA 'thi&'mpdule we will be 
dealing with very small busine,sses,^me^ning^a self-employed owner 
, ^ working. "alone or with one to four employees. Often small busi— 
. nesses are owned and run by niembers of ^ family. ' * 

III. J)iscuss the purposes of the module 

, • To increase ^tudents'^ awareness, of small business ownership as 

ya career option. . . • - 

- / ' 

• To acquaint students with the skills and personal qualities 
pest control -ser^ce owners need to succeed. 

• To acquaint students with the kind of work small business » 
owners do in addition to, using their vocational skills. 

• To expose students to the advantages and disadvantages of 
small business owjiership". 

IV. Emphasize that even-^if students think they lack management apti- 
tudes, some abilities can be developed. ^If students^s "turn on" Co 
the idea of small business pwnership, they can woi±)at lac.quiring 
abilities ^^ey don't have. ' / 

• Also, students who wark through this module will have gaj^ned 
valuable insi'g'hts into how and^wh/ business decl-sions are made. 
Even if they later choose careers as employees, they will be 
better equipped to help the business succeed because of thei'r 
uhdersranding. , 



Unit 1 - Plannrng a -Pest Control Service (1 class period) 

I. Oa^ Study ; Eric Holms wants to'start a pest control service. The 
case study describes bis education, work experience,, 
and initial' plans- for his siervice. 



Text: Services, Customers, and Competition 
Personal QualiMes 
How to Compete Well ' 
Legal Requirements 

II- Responses, to Individual Activities 



1. Have students r^ort to you which businesses they decide would, 
be competition for t^hem, and why. / ^ 

2. This is a self-assessment activity. Emphasize' that students 
may'^further develop each quality if they want to. 

3. Assess response quality. Dq^ students clearly describe their 
special services, and why they think people would like them? 

» 4. Assess -response quality. *Are the lists clear and complete? 
^ Can students explain each requirement? 

' - ^ f 

5. Assess response, quality. Can students describe (in general 
terms) the content of cdur^es related to pest control? 



III* Responses to Discussion Questions 



1. Pest control services meet^a variety of customer needs to be 
rid of indoor and -outdoor pests. Different customers hBve 
different pest control needs.* It^is likely that, in your 
are^, -tl^ere are many indoof and outdoor pests customers will 
need to cot^trol. Have students giv^ ,example^-^f local pests. 

2. Eric decides to specialize .in outdoqr pest control because: 
• a) that's wh*t he knows best; and > 

b) the need for that, service exists in his area. This seems 
like a wise -decision -for those reasons* He may.dedide 
later to expand and include indoor pest control, too. ' 

3. Eric does seem' to be planning well.- He has decided exactly 
what his services will be. He has identified customers and 
.thought about' competition. He .has assessed his own qualities 
as, a potential j)est control service owner. He has researched 
the legal requirements for starting -his service. Your stu- 
dents may have opinions on strong or weak points of 'his plan. 

, Have 'them give their reasons for those^pinions. ' ^ 
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IV. 



Group ^tivlty 



The purpose of this activity is to acquaint students with 
real^life pest control seryioe owners. It will probably be of 
high interest to students. The points in the text about planning, 
^a service will be reinforced by students* personal contact with 
people who Actually run services. ' 
I 

The interviews will help students evaluate what it's like to 
run a pest control service. and whether they would be interested in 
it. They can also compare their own abilities and personalities ' 
with those of the real-li^ people to help decide if they're 
suited to this career. 

\ 



Hopefully, the real-life owners will also mention some of the; 
difficulties and disadvantages in their services. These will help 
give students a realistic view pf the career. 

This activity will require extra classroom time, i/hether the 
interviews are .held in or out of class. Discuss why the owners 
'/answer questions differently, if they do. Their types of ser- 
vices, customers, competition, personal qualities, and' other 
things may differ. These, differences will affect their answers. 



Unit*2 - Choosing a Location (1 class period) 

I. Case Study ; Eric visits different Ibcations 'and decides where he 
will llcate his service. ^ 

^Qx^ * Customers Nearby 4 
Area 
Space 

Building' ' . * ' 

Rent 




II. Responses to Individual Activities '\ 

> * « 

!• Have students report their findings to. you. Are their resi^lts 
realistic? ' ^ ' * 

2. Student responses should include these ellmevits, for each ad 
they research: nugiber of square feet of space, rent, and 
whether they consider the space and rent appropriate for some- 
one s^tarting a pest contrpl seifvice. Visiting the offices is 
optional. • , 

3. Assess response quality. Are the areas described clearly and 
completely? Do students say why they think these are^ood 
locations, for a past control service? 

4. Assess report quality. Do students give appropriate reasons 
** for their decisions'about the locations^ ^' 
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5. Have students report 4:heir interview results to you or th^ 
class. Ask students if the interview, results will affect how 
they pick locations *and^-if so — how and why. 

III. Responses to Discussion Questions * ^ . • 

1. Eric's location seems to be a gbod one. It is ne« his cus- 
tomers.- The f.reeway /gives him quick access to them. There is 
enough space for his. equipment, and he can afford the rent. 

. , ' " \- . 

2. A shopping center wit^h low rent probably would be a good loca- 
tion, since majiy shippers would see the ofjice. * , 

3. Th^location can help make- a good Impressiop on customers. 
-Customers who vlsft your^ffice will s^ l#t as part of its. 

^ general sutrounaings. An ""attractive/ clean, professional- 

looking locatiaA will make a good impression. An unattrac- 
tive, dirty, run-down loo-ation will make a bad impression. 

IV. Group Activity ^ ' - 

The purpose of this activity is to give students the oppor- 
tunity to evaluate the locations of real-life pest control ser- 
vices.^ In 'doing so, they, will be applying what they^ learned iri 
this unit. , \ ' - 

First?'}' Students visit service^ locations to evaluate their 
suitability. Second", students ask the owners why they picked 
. those, loc^ations. Students can then c^mparj their own assessments 
of the locations with the owners* Assesstpent s. 

Unit 3 - Getting Money to Start (1 claSs perioB^ * 

I. ' Case Study ; Eric applies for a bank loan to help- start, his 

service. He learns what 'information the bank, requires 

Text: Business Description 

^ Statement of Financial Need ' ' ^ 

Meeting with Loan Officer 

II* Responses to Jndividual Activities 

1. boan money needed is il3,100. Students should show these 
. amounts o^ the statement: ^ 

I ^ TOTAL STARTING EXPENSES . $36,100 

TOTAL MO^IEY-ON Ha!nD * $23,000, 

** a • ' * 

TOTAL LOAN MONEY NEEDED $13,100 \ 



!• Complete responses Should include; 

a) Names* of • places students called ^about spray. rig costs 

b) ^Prices quoted by each place 

c) ^ Student decisions about which 'place called gives the "best 

dear* 

3. Complete re^Jorts should include; , ' 

a) Monthly supply costs for services called ^ , ^ 

b) What items are included in supply costs 

c) Whethet those costs would be the same, for someone starting 
a service* 

4. The business description should include information about 
- these ''five things: .(1) kind of business; .(2) locatipn; 

(3) competition; customers'; and (5) plans for success. . 

Also assess the organization and clarity of fhe business 
description. 

Responses to Discussion Questions 



yie bu 



1. Eric's business description is organized by the five requirecl 
types of information. The information presented is clear and 
to tbe point. It describes what his business will be-and how 
he will riin it. ■ • ' , ^ 

2. Eric's stat^fent of financial need was designed to be complete 
However, students- may suggest additional start-up costs.- Some 
of the things they suggest may already be included but just * 
not shown in detail on the statement. For. example, stdte 
licenses and insuranpte would* be in the "Other*' category. 

v * * • 

3. * Given the facts presented, most students will probably ajgree 

to give Eric the loan.. His business description and statement 
of financial need are clear and complete. He handles himself 
well in the interview, demonstrating that he has planned well. 
AH .of these things make- him seem like, a good business risk. 

Group Activity ^ 

The purpose of this activity is to give students the oppor- 
tunity to l^arn the loan application requirements -of real-life 
lending institutions. For comparison purposes, it 16 ideal to 
invite people from a variety of institutions. 

After the loan officers leave, discuss differences and simi- 
larities among their requirements. Relate their requirements to 



f)oints covered in 'the text. Point out to students that, if they 
plan their services carefully, they will be able to prcjvide all' 
the required information* , ^ * ' -/ 

Being in Charge (1, clas^ period) * * 

' Case Study : Eric advertises in the newspaper ^ fo^ employees. He 
interviews ^pplicant^ and hires staff. 

Text ; Hiring \ ' t 

Matching , People and Tasks 
Training 

-Responses to Individual^Activities ' ' 

. • • V 

1* Assess ad clarity and , completeness. Does it clearly state -the 
> kinds of background and peirsonal qualities applicants need? 

2. Complete responses should include: 



' a) 'The number o^ employees needed 
bi What their duties will be 
c)" Their .^equf^ed background and personal qualities*' •» 
3» Complete "'responses should include: 

a) NaMs of communitsy colleges called * 

b) Procedu;:es for using them as 'employee sources. 

4. For^each s^vice cabled, complet^| responses should include : , 
' .-^a) Number of employees 

b) Their duties ^, ' * 

If Students call mdre than one service, thqy should report on 
similarities and differences in employed' duties among the 
services* . ♦ - 

5. ^ For each service- they^call, students should describe the 

on-the-job training the service pro'vides to employees. I*f 

they call more than one service, they should report on simi- 

* laritles -And' differences in training among the services. • 
' • " • ^ 

Responses to Discussion Questiions ' , ' 

^ t . , > 

1. Eric's ads do- a good jpb of telling what kinds of employees he 
needs.' They describe the -^background and personal qualities he 
wants. People reading the ads can t^ll at once if they are 
qualified to apply for the jobs. 



2. Given the information in the case study, Eric made good deci-^ 
sions to hire Stan and Hope. .They, have the background and 
personal qualities he wants. 'As the text points out, they,^ 

: both have pote'ntial for additional responsibility. 

» * , • • 

3. " The text discusses vhy yoli should give spray rig opeifetprs 
on-the-job trainings The} must know: 

How to spray safely 

• ♦ « 

Proper spray techniques 

Spray ad|punts ^ • . ' 

When /to stop graying .* • 

All safety standards 

' How to maintain the equipment 

, ' ' Students. may' suggest other reasons not covered in the text. 

• IV.*"- Group .Activity ' * ^ ' . ^ 

The purpose of this activity is to give students* the oppor-^ 
tunity to practice the type of interview they will conduct when 
they are actually hiring employees. .Each student should get the 
chance to role play the owner at least once. 

' ' ^ 
Lead the class in orepi^ring the lists described in the 
' activity to help themrin their role plays. Circulate among th^m*' 
as they do the role plays. 

Lead a wrap-up discussion whe.n all groups have finished. In 
the discussion, ask students if they think they could now conduct 
-real-life interviews. If not, why not? If they want more prac- 
tice, plan time for it. 

Unit 5 - Organizing the Work (1 class period) 

I. Case Study ! Eric describes how unplanned things can affect his 
service's daily schedule. . 

Text ; Keeping Track of the WoVk 
Scheduling the Wo,rk 
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!!• RespoTnses to Individual ^Activities 

• *■ 

The correct responses for items 1 and'^ 2 are: 

WORK TO BE DONE TIME SPRAY: ifPE AMOUNT 

1- .Spra> oak trees 8 a.m. ^P^^^ 2 gal. 

, ' ' ' \ 

2. . Spray ..oak, trees 9 a;m. Spray //I 1 gal. 



3&4. Reports should describe the procedure^ used by the services 
students contact,. If they contact mo>e than once service, 
they should also, describe similairitiesVad .differences in. 
' procedures. " • 

^ ^ 5. Assess quality of the iorms. Do they provide for the informa- 
tion needed to keep track of th'e Work requests? Do "they s^em 
suitable for real-life use? If 'you have questions about any 
* Items, discuss them with the students. Ask their reasons for 

including any items you question. Point out a?^^dditi,onal 
items you think should be included, and why.. ^ ' ^ 

^IJv RBkgponges to, Discussion Questions / 

The text points out that keeping tracW of requests will help 
you schedule staff assignments and respond to customer 
^ requests promptly. The text also lists basic information to 
. ^ record for each* request . 

2. Eric's form'fieems helpful. It is simple and gives him basic 
information he needs for organizing the work. - 

Students may have suggestions ^or changing it. Ask their - 
rea&oitf for changes they suggest. If their changes are * / 
intended to make the form more suitable for use in their own y 
services, that's greatl 

^ 3. ^ Based on the case study' and text, students will probably agree 
that pest control service -owners are "busy people. The text 
lists meny responsibilities of. an owner. Students' feelings 
- about those responsibilities may vary. ^ 

/ * . > 

LV. Group Activity ' . 

. . ^ ^ 

♦The purpose of this -activity is to help students appreciate ^ 
how. many responsibilities a pest control service owner has and how 
9iucii time they take. There^are no "right" answers for the. amount 
Qf time required, but you may need to guld^ students to reasonable 
estimates. * ^ * * ^ 



11. ■ ■. / 
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Suggested, column placements for the responsibilLties listed in 
the text are a4 follows: 

' ' Eyery Day Not Every 'Day 

Organizing the work ' Hiring staff 

Supervising staff Training staff 

Keeping records of work Handling staff 'proMems 

Keeping financial records Meeting with otWer people 

Talking with clients Dealing with emergencies 

Solving routine problems. - Planning for the future 

Wrap up this activity by stressing that owners havema^y 
responsibilities and work many hours running their services. 

Unit 6 Setting Prices (1 class period) • . ; - ' 

I.. Case Study ; Eric discusses what he thought about when 'he set 
prices. 

Text: Costs for Supplies and Wotkers * . , 

Demand for Services 

Competition' * : I 

Co^ts and Expenses . * . 1 
' Profit ' . . 

, II. Responses to Individual Activities , '"^^ 

^ ' ' *' ' * ft 

••1&2. Complete reports should include prices charged by ^ach service, 
*' called and a comparison of prices. Students should also state 

which service they would choose, and^why. 

3 

3. Because Wing has competition that is already established in 
the area, she probably won't charge more than the. Competition. 
To give her service a competitive edge', she may depide to 
charge less/ Or she may decide to .charge/exactly phe same but 
try to convince customers that her service is better. Stu- 
dents should give reasons for thefr decisions. 

« * * * 

4. Responses may vary. Eric should probably examine his operat- 
ing expenses to see if there are any ways he can. cut costs; 
He probably will raise his prices slightly too. Students 
should give reasons for their decisions. 

5. $30 is the* better price to charge. Since you are just start- 
ing your service, the lower price may give you an edge over 
the competition. 

III. Responses to Discussion Questions 
. . * ' 

1. It'was a good idea to call other services. Eric learned what 
his potential competition charges. He*didn't want, to' set his' - 
prices too high. ' 
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prices higher. 



• 2. , Responses may vary*, althougli^ Eric probably will not set his 



^Be<iause there is competi'tion, he will proba^bly 



'set his prices ibout the » same^ or. lower. 

3. Responses may v* ry.." High operating expenses^will jirobatjly 
include salariej and insurance;^ Low expenses will probably ' 
inqlude prof essilorial services." Elicit ^students' reaspns fpr 
their responses. [ 

IV. Group Activity 

The. purpose of tills activity ^.s to< give students the oppor- 
tunity to. apply theiil learning. The activity requires them to 
evaluate how the factbrs they have studied will influence Eve's 
price-setting decisions. , 

\ ^ ' 

The group's responses may vary-* , This is fiije as long as they 
can give reasons for tlhei}: decisions. If necessary,' guide • stu*i 
dents to glean this irlf ormation from the^case stvidy: 

Cost of supplies ahd workers . Eve pays her staff well. 

I y 

2. Demagd for service^ . There is high demand for pest control in 
her city. 

3. Competition . Therl is a lot of competition. Eve plans to use 
ftew^pest control materials she thinks customers will like/ 

\ n ^ I < ' 

^* Operating expenses ^ Eve plans to cover them before taking a ' 
salary for herself. 

5. Profit . Eve plans ito pay her staff and other expenses, so she 
needs sqm^ profit., ' Since she ma^^n^f; take a salary he^-self , 
she is probably not* aiming for a big profit at first. 



Unit 7 



I. 




~ Advertising and Selling (1 class period) T 

Case .Study ; Eric designs a printed ad for his sefvice. 

Text: Plan Your Advertising 

^ Ways to Advertise - ^ ' 

V . "People" Ads % ' , 

How j:o Design Printed Ads 

> 

'R'eglponses to Individual Activities - ' 

^1. Complete reports should include descriptions of how the, pest 

control srtvices advertise, and why. ^ ^ 

2. ^Complete -reports will include the costs for two or more, ways 
\to advertise, figuring advertising costs per month for i^ach 
Us optional. % 



3. Ha.ve studetits reprtJi^^to you or the class. D<j the report's 

Identify the parts? Do students state which ada they think 
. kre best, and why? . , ' ^ 

p A. Responses may^ vary. Acceptable responses should 'state how 
students .Will Advertise the change and^ why they picked the'** 
<^ay(s) they did* • ' . ' 

* ' ... 

* _ ^» Assess the quality of Student- ads. 'Do they include the five 
parts .required? Discuss with studerits any suggestions you 
have for improving the ads. ' 

III.* Responses to Discussion Questions , 

1. Eric's ad seems well-dfegigned to attract customers. The head- 
line and Illustration are eye-catching and will help people 
remember his service. The copy is descriptive and. clear. The 
layout is uncluttered and easy to read. The identification 
gives the service' s name^ adtlress, and phone number. 

2. Responses may vary. pE«ic may decide tx) use any number of 
other ways to ^advertise. Elicit student reasons for the ways 
they pick. «\ • 

. 3. /Responses may var^* The purpose ^is for students to think 

about factors' will influence their decisions about which 

ways to advertise. Elicit, their reasons for the responses 
they give. 

IV. Group Activity ' ...^ , , ' ' • 

Several days before you do this activity, tell students to * 
start ' bringing in pest control service printed ads. You should^ 
bring in several in case students forget. 

Th« purpose of this activity is for student^ to apply what 
they have leatned about designing printed ads. It requires them 
to evaluate the completeness and quality of real-life ads. 

Circuriate among the groups as they^ work>/^ Provide assistance 
as needed. When ^11 groups have finished, help them determine , the 
^ order .for reporting. Guide discussion about improving the^ ads and 
deciding which are "belt." 

if 

' '" ' ' .; . 1' 

Unit 8 Keeping Financial ^Records (1 class period) 

I. Case Study ; Eric keeps a' variety of^ financial tecords. He * 

* examines the daily cash sheet each day to look fop 
cash flow problems. 

Text- ; Customer Billing Form 

Daily Cash Sheets " . ' * « ' . 



!!• Responses to Individual Activities 



I* Correct responses are shown on the form -belo^w* 



DAILY CASH SHEET 
April 11* 



Cash Receipts 

Cash Sales , 
Credit Accounts 



Cash Payments 



TOTAL CASH RECEIPTS $445 ' 



Sa;Laries 

Building Expenses • 

Equipment and Furniture^ 

Supplies 

Advertising 

Other * , ' 

TOTAL CASH .PAYMENTS 



$100 



100 



$220— 



. 2. 

* 


■ ' wBlji ^ 1 

Correct responses are shown on the form below. ' 








PEST EXIT, INC. : 


» 






J 


:USTOMER BILLING FORM 




. ). 


Customer 


: Mr* Lee 






/ 








Payment Due 


Date: 6/15 


Date 


Dates of Service Amount 
/ Charged 


Payment ~ 
Received 


Balance 


, 5/L5 
5/31 


5/1 - 5/15 
♦ 

5/16 - 5/31 
^-^ — - 


0 

$45 
$90 




$45 
$135 



3. Complete reports should describe the custome^r bilj.ing* forms 
used and their similarities and dif f erences . to' each other and 
to Eric* s. . ■/ ' • , 



Complete reports should describe^he daily cash sheets used 
and t-heir similarities^.and differences to each other and to 
Eric's. . - . ^ 



5. Assess the quality of student forms. Do th^y provide for 

information needed to keep track of customer billing or daily 
cash flow? Ask students to explain any items you. question. 
Point out any additional items you consider necessary, artd why. 



Ill* Responses!^ to Prscussion Questioris ^ ^ , 

1. By Iceeping the records himself, Eric^would know the details of 
^ ^ Ms daily finances* That prob ably was important to him as his 

service was getting start^^dN ^he 'decision m^e sifense at 
first, but Eric^ soon found he could turn over most of ,the 
daily recordkeeping, to' his secretary. 

2. Eric's forms look as if they ; will help him keep good track of 
his finances. They provide for the information .he .needs about 
customer billilig and daily cash flow. Students may suggest 
ways to improve the forms. Elicit the reasons for their sug- 
gested improvements. ' 

t> 3. The purpose of this question is fo help students realize that 
^ there are more financial records Chai> those covered .in this \ 

/ unlrt. Guide fehem to list as many others as__they can^ Sugges- 
tions include: ' ■ ^ 

^ Payroll record^ 

Income tax records 



petailed breakdowns of the major ' expense categories. ' 
^ ^ Records of which customer^ are behind inpayments 
— . ^ ' an(J require'^ follow up, * . * ~ 

IV. Group Activity . • ^ . 

The purpose of this activity is for students to apply v^hat 
they have learned in the unit.. , It^ requires them to design two 
J . financial recorakeep*rig forms and to fill in sample information 
showing how to use the forms. ^ 

Guide the prpeess-of dividing into small groups. » Encourage 

each grolip to pick a Mif f^rent type of pest control service. Tell 

^ students that this \^ill make the activity more^ varied and inter- * 
e sting. * * • , , 

* \ » ' I 

. Circulate among the groups to provide' assistance* as needed. 

Make sure each group ;€^pecifie8 l^ts feervices. Answer a^y questions 
that come up ^as the groups design the^ir- forms. Remind ^ them t/O. 
fill in sample informatioii to show how to,' use their forms. Goide 
any discussions- that arise following the ^roup presentations. 

Unit 9 -'Keeping Your Pest ContfoL Service Successfirl (1 class period.) 

I. Case Study ; Eric plans to expancl. HoweVer., his experise^s have 

. incre.ased while profits bave cf&creased. . He decides to^ 

make changes' to try to inpre.ase his profits. 

Text ; Ke^p Tra,ck of Profits * ' ' . ^ ' ^ , 

7 Change Yot^r Business Ho Increase Sales ' ' 
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Respohses to Individual Activities 

1. "Students should fill in all the amounts listed under Incgme 
: and Expenses for Years 1 and 2 in the case study. Refer t^ 

th% c^se study for the. correct amounts. ' 

2. Net profit amoujits are: . ^ Year 1*- $18,000' .■ 

/ ^ . Year 2 - $17,500 

3* Expense ratios are;; f 'Year 1 - 44% 

' [ : Year 2 - .46% 

4. Profit radios are: ' ^ ► , ' ' Year 1 - 18% 
' . . ^ • ' ^ Year 2 - 16% . 

5»*a ¥ear 1 wa,s a better one for Eric, beca'use. his profits-and 
profit ratio were higher. f 

Responses to Discussion^ Questions . 

, . . ' *^ ^ * ■ 

1. Eric IS worried because his profit ratio went down in Year 2. 

He's right to be worried, because he doesn't want profits to, 

keep going down. If they go down too far , , he' 1 1 - be out of 

business. 'Expenses havd increased^ and he wants to be able to 

continue covef ifig. them. 



2. Based on information in the case stydy and text, Eric will 
probably: - " 

• raise^pricfes slightly^i 

1* * * 

• ^examine' expenses carefully to see if he can economize; and 

• addr indoor s'^rvices his customers need^and sQt prices for 
them. 

Students. may have^additional suggestions^ 

The actions listed-above will probably h%lp increase Eric's 
profit. Ifr\so, he^will be cutting expenses and increasing 
income atj>the same time* ^ , . >*^- 

3. The purpose is to help 'student's reaj.iz'e some of the potential 
risks in keeping a pest control^ service successful. Some • 
reasons why sales might, decline are the following. 

• ' ' Competition- duress customers away (for ie«ample,' wi^th lower 

prices, mpr^"* services, or better equipment). . > 

• Service quality declines (for example^ staff, are not well 
t^a ine d ) . - 



• Customers want a wider range of sex^vices than you cur- 
rently offer. 

• Pests in your location decrease, and there is no longer a 
need for your serv^LceS. 

Suggest th^ above reasons to students if necessary 5o start 
• the discussion. 

%% ^ • . 

IV. Group ActiHty^. 

^ • 

The purpose of this activity is for students to apply what 
they have learned about ways to increase profits. Given the facts 
-showri for Eric's third year, his plans to increase profits might 
-^include the following: 

1. Change hi's ■ location to serve a 'larger area 

2. Add^a "yearly home check-up" service' 

j 3. .Find out what the new competition ^ffers. Decide if he needs 
V to make changes in his service in order to compete success- 

fully- . , , 

' Suggest the above points to students'* if they, have trouble 
getting started. Encourage them to use their imaginations and 
' ^ think of, as many ways as possible for Eric to increase profit^. 

If the^activity is done in small 'groups, circulate among them 
to providq assistance as needed. WheTTN^ll groups have finishe'd, 
have thera take turns reporting thqir plails. Lead any discussions 
that arise. 



^ Sjummary (15-30 minutes) ^ * 

Jf desired, the Quiz may be given pril^fto 'summarizing the module ancf 
dcwUig '^rap-up activities. ^ ' 




- . S 

^ The Summary section of the Student Guide covers the main points of the 
module. You may-wish^to fliscuss this britfE^y in class to -remind' students 
of ^^major module topicfi'. • 

Remind students t.hat their participation in this module was intended 
as axi awareness activity so they could co.nsider entrepreneurship as a 
'caoreer option. Their *i-ntroduction to the skills required for successful 

small business management has been brief; \ They should not feel that they 
J are^ now ^^jgirepared to go out, obtain a loan, and begin their own business. 
More training and experience are necessary. You can suggest at^ least 
these ways , of obtaining that experience: one way is to work in the busi- 
ness area in which they would eventually want to have their own venture; 
another is to go to school (community colleges are starting to offer AA^ 
egrees in entrepreneurship). 
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This is a good time to get feedback from the students as to how they ^ , , 
would rate* their experience with the module. Could they identify viith the 
characters portrayed in the case Studies? How do they feel about the 
learning activities? 

You may want to use a wrap-up activity. ^' If you have already given the ' • 
quiz^ you can go over the correct answers to reinforce learning. Or you V 
could ask class members to talk about what they Uhink about owning a small 
business and whether they will follow this option any further. Another ^ * 
idea is for students to write or s|:ate if -they think they would' like a' * - 

career "^s a pest control service owner now that they know more about it. 
Have them give their reasons for tfheir responses. Students wouldn't^ 
necessarily have to stibmit their respx>nses^ to you. They could do £.hrs , 
activity on their own as a way of assessing their current feelings about 
pest control service ownership. 

\ * ' . ' : .■ 

Quiz (30 minutes) . ^ * . ' * ^ . 

The quiz may. be used, as an assessment instiruifient or as an optional 
study tool for students. If you wish to use* the quiz for* study purposes, 
duplicate and d^istribute the answer key^to students.^ In this case, stu- ' 
dent achievement may be assessed by evaluating the quality of students'-/ 
participation In module activities. • . ' * 



Quiz Answer Key 



'*1. Any\pne aspect of pest control services (iovei;*ed in the text or c^lass > 
discihs^ion is an acceptable answer* 

. 2\ b 

3. Any two aspBKs of (a) new services, (b) special services, ar (c) spe- 
cial business Image covered in the text or class discussion are 
acceptable ailswers. 

4.. Any two of the legal requirements covered in the^. text or class 'discus- , 

sion are acceptable answers, y * . * * 

* 

5. Any three location questions covered' in tKe text or class discussion 

are acceptable answers. . * • . ' 



7. Any three elements of a business description covered in the text or 
clasV^ifcussiorl are acceptable answers* ^ 

8. $10,000 

9. S - b . 
' 0 - a 
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10. b 

11. Anyone kind o/ training covered in the text.'or class discussion is an 
ac c e p tab 1 e'^'Sns we r . 

^ • . ' 

13. b ' 

" . Of" 

14. 'Any two price influences covered in the text or class discussion are. 

acceptable answers. . ♦ 

15. b 

■16. a ^ . 

17. a,b ". V , ' ? 

• * 

18. a . I • ^ . • 

19. a) Net profit = $^0,000 . ^ 

b) Profit ratio = 20% 

c) V*Expense ratio = 50% \ 

20. Any two ways to increase profits covered in the text or class 
discussion are 'acceptable answers. 

21. Any 6tie aspect of (si) reducing expenses,- (b) increasing sales-, or 

• other alternatives emerging from class discussion is an acceptable 
answe'r. L 
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SUGGESTEIji^READINGS . 
General Entrep^rCnfei^rshlp References . \ 



Holt, l^, Shuchat, , & Regal, M# L# Sma3,l business management and '"^^ 
ownership* Belmont, MA: CR€ Eduaation and Human Development, Inc*, 

]m — . ^ / 

J&anneau, J# A# Small business management ; Instructor' s man'ual vols«)« 
Prince Albert, Saskatchewan: Department of Manpower &.-|^pimigration^. 
Training Research and Development Station, 1973# ^ • . 

National Business Education"^Association* Business ownership curricyulum "" 
, project for the pre\K)cational and exploratory lev^l (grades ^^g): 
Final r^port ^ Res ton, VA: author, 1974* » ^ 

Nelson^ R»,/.E. , jS^ib'h, J.- A., & Scanlan, T. J* Owning and eperaVipg a sm^ll 
business: Strategics for teaching small business omigj?ship and man- 
agement ♦ Urbana, IJ^: University of Illinois, Department of .Voca- 
tional/Technical Education, Division of Business Education, 1976* 

. -' ./ 

Rowe, K. L. , & Hutt„ Rr W. Preparing* for entrepreneurshlp . Tempe,.A2:« 
Arizona State University, CoMege of Business , Administration, 1979. 

V ■ > , • ■ ■ • ^ 

' ^ Pest Control Service Resources ^ y 

Owners and staff of pest control services wer^ consulted during t\ie 

preparation of t^^s module* Fx)r suggested readings, contact community* 
colleges ar other institutions in your area that pffer pest 'control 
courses*' 




GOALS AND OBJECTIVES 



Goal 1: To help^^o^ plan your pest control seTrvice. 



Objective 1: Describe the services, customers, and 
competition of a pest control serv;.ce.^ * 



Objective 2: List three personal qa 
control service owner might hav< 



ities a pest 



Objective 3: List two ways to help your pest 

control service "stand out" from its competition. 

Objective 4: List two ^special legal re'quirements , 
for running a pest control service. 



Goal 2: To help you choose a location' for your pest control 
T . service. 



Objective 1: ,List^ three things to think about in 

deciding 'Where to locate your pest control service. 

i 

Objective 2: P'ick the best location for a pest 
cont^dl service from three choices. 



Qoal 3: To help you plah^^how to borrow money to start your pest 
-control service. 



\ 



Objective 1: Write a business description of' your 
pest control service. 

Objective 2: Fill out a form showing ^ow much 
money you need to borrow to start yoiu' service. 
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Gpal 4: To lielp you plan 'to hire and train employees and divide 
the .work of your pest control service.' ^ * 

Objective 1: Decide how to divide the work of your ^ 
pest control service among sev«?ral employees. 

9 

Objective 2: Pick the best person for a specific^ ' 
job in your pest control service. 

Objective Describe one kind of training you 
might give your employees. 



Goal 5: To , help you' organize the- work of your pest control 
» service. ' * t > ' * , 



Objective 1: Oa a work order form', list j/hat needs 
to be done ,fi>r onq of your'customers. ' 

Objective* 2:^^ Write a work* schedule for yourself or 
an employee. 



Goal 6:. To help you decide how to set prices for yo.ur p^st 
control service. 



0^)jective 1: Pi*ck the best^price for one of your 
services. 



^Goal 7: ^¥trhelp you learn ways to advertise and sell your 
services* 



Objective 1: Pick one way to advertise your pest 
control service. ' 

Objective 2: Design a printed ad for, your pest 
control service. 
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Goal 8^ To , help you learn how to keep financial records for 
• your pest control service. 

Objective 1: Fill out a customer billing form for 
services you* dp for a customer.* 

X ' *• 

' Objective 2: Fill out a daily cash sheet for money 

you receive and pay out in one day. 

/ ' • .■ ■ ■ • C 

Goal 9: To help you leiy^R how to stay successful. 



Objective 1: Figure out the net profit (before 

taxes) ) profi't ratio, and expense ratio for a pest 
cont|rol service. ' - 

Objective 2:- State one way to increase profits. 

Objective 3: State one way to change your pest 
control service to increase sales. ^ 
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